DOCOME^T. EESDHE. 



ED V15 819 

■ v ■ 

AUTHOR 
TITLE 



INSTITOTION 



SPONS AGENCY 
30EEAU NQ 
PUB DATS 
GPAN^T 
NOTE 



95 



CE 005 6tt2 



Miller^ Daniel R,; And Others 

An Empirical De1:ermina£ion of Tasks Essential to 
Succefesful Performance as a. Feed Salesman. 
Determinaticin of a Comftngn Core of Basic Skills in 
Agribusiness and Natural Resources?, 
Ohio State Oniv-, Columbus, Depti' of Agricultural^ 
Education,; Ohio State Univ.r Columbus. Research 
^Foundation. ' ? 

Office of Education (DHEW) , Washington^ D.'c. 
V0033VZ ^ ^ . ' ■ 

75' ^ / * 

OEG-C-7U-1716 

20p.; For an explanation of the project^ see CE 005 
. 614-6T5^ and for the other occupations, see CE 005 
616-643 



EDRS PRICE MF-$0.76 HC-$1.5^Plus Postage 

DESCRIPTORS Agribusiness; Agricultural Education; Agricultural . 

Sapply Occupations; *Feed Industry; Job Analysis; 
• *Job Skills; *Occupational Infprmatibn; Occupational 
_ Surveys; Off Farm Agricultural Occupations; *Sales 
Occupations; Tables ,(Data) ; *Task Analysis; 
Vocational Education 

ABSTRACT \ . " . ^ 

To improve vocational educational, programs in _ 
agriculture, occupational information on a "Common core of basic 
skiais^ within the occupational area of the feed ssalesman is -presented 
in the revised task inventory survey. The purpose of the occupational 
survey was to identify a common core of basic skills which are 
performed q^nd are essential for success in the occupation. Objectives 
were accomplished by constructing an initial' task inventory to 
identify duty areas and task statements. for the occupation . The 
initial task 'inventory was reviewed by consultants in tHe fields and 
103 tasks were identified. A random- sample of 75 retail feed 
businesses based -on the 1975 directory of the Ohio Grain^ Feed^ and 
Fertilizer Association,/ Inc. was obtained. D.^ita were collected 
utilizing employer and employee questionnaires. Forty---five 
quest;Lonnaires were returned of which 30 were usable. 'A compilation 
of basic sample background information is presented on size of feed 
busii;iess, total woi^k expe^rience, employment at current job, and 
preparation as 'a feed salesman. A, compilation of -duty areas of work 
performed and work essential for tlfe occupation is given. Percentage, 
performance by incumbent workers and thfe average level of importance 
of specific task statementis are presented in tabular form. 
(Author/FC) ^ ^ ' 



Documents acquired by ERIC include many informal unpublished materials not available from other sources. ERIC makes every 
effort to obtain the best cdpy available. Nevertheless, items of marginal reproducibility are often encountered and this affects the 
Quality of the microfiche and hardcopy reproductions ERIC makes available- via the ERIC i^ocument Reproduction Service (EDRS). 
^ is- not 'responsible for the quality of the original document. Reproductions supplied by EDRS are the best that can be made from 
ERJC final. 



r 



NOV'l Zi975 



Determination ^OF a Common Core 
OF Basic Skills in Agribusiness 
AND Natural Resources 



us DEPARTMENT OF HEALTH, 
EDUCATION A WELFARE 
NATIONAL INSTJTUTE OF 
EDUCATION 

Tt^is DOi. UME.NT HAV, Bt EN RE PRO 
DUCED FXACTLY AS HE-CE.IVLD PROM 
THE PFRSO^ OH ORGANIZATION ORIGIN 
ATiNt, iT POINTS Of^ v IE A OR OPINIONS 
STATBD DO NOT- NECESSARILY REPRE 
SENT Of- P IC I AL NATIONAL INSTITUTE OF 
EOUCATION POSITION OR POLICY . 



01 "^a*^* 




ce 



Department of /\'gri cultural 
Education • 

Jhe-Ohio State UNivERSijpf 

Columbus, Ohio 43210 



AN EMPERJCAL DETERMINATION OF TASKS ESSENTIAL 
TO SUCCESSFUL PERFORMANCE AS A 
FEED SALESMAN 



Daniel' R. Miller 
Edgar P. Yoder ■ 
j. David McCracken 



- Department of Agricultur^al Education 
In cooperation with 
The Ohio^State University Research Foundation 
The Ohio' State University ' 
Columbus, Ohio 
■ . 1975 



\ 



- ^PREPARED AS .APPENDIX IX 

» if. 

Of A Final Report V _ 
On-^A Pivoiect Conducted Under 
Project No, V0033V2 ^ 
Grant No, OEG--0-7^-171-6 



. This^publication was prepared pursuant to ai grant with the 
Office of Education, U.S. Department of Health, Education 
and Welfare. Contractors undertaking such projects upder 

, government sponsorship are encouraged to expre'ss ^^freely the 
judgment in professional and technical Wtters. ^Points of 

i^,view or opinions do not, therefore, neces.sarily ' represent 
official U.S', Office of -Education position or policy. 



/ 



U,S. Department of Health, Education and Welfare 
' U.S.^ Office of Educ&^ion 



^ • ■ . ' F-eREWORD 

• • . # 

•The Department of^ Agricultural Education at The Ohio Stat-e 
, • ■ • . *» ■ • ■ 

Universilry is' involved in a major programmatic effort to im- • 
prove the curri-cula in' educational programs in agriculture.- One 
product in t^is effort is this report of . the feed salesm'an ' 
^task inver^tory . survey . ' The data reported were collected as " 
part of a** more- comprehensive thrust designe.d to -develop a dOmmori 
core of basic skills in agribusiness and natural resources*.- 
\ ^ It is ' hoped that the revised task inventory contained in - 
this report will be-- useful to curriculum' deve/Tbpers working for 
xn^^ro.ved occupational relevance m schools. Twenty-seven^ddi- 
-tional inventories in. other occupational areas are' aT^o r'eporited 
from this proje'ct."' ' ' . . . ^ 

' * • ' ^ ' - : ^ V ■■ - ' .. 

The 'professipn- owes its thanks to Daniel .R. 'I^i^ler, ;graduat 
research a'sspciate,' for his *Work m .prepa]?ing thi-s; report. Spec- 
ial appreciation^ is also, expressed to George' G. Greenleaf, 
'Executive ^Vice-President, "Ohio Grain, Feed, and iF^rit^ilizer'^**^ 

Association , ' Inc . 3 f or ^ hi^,\ inplut and help in ^s^curing the coop-* 

. ^ • ' • * • ( ■ ^ ' 

eratxon . of 'those; employed in this occupational are.a^ . 

'. . • s- 

V ' % ■\ ■ . • David HcCracken 

■ Project Director . - 
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becupaifional information is needed to develop dn* rev»ise 

vocational and tecnnical education curricula.. Teachers and . 

1 



curi^iculum developers generally* determine which skills might be 

■ . * . - ■ - : • ■ . * 

taught in a program based upon teacher' expert ise , advisory- 

committee ' input 3 informal and formal community .^survey's", and/or' 

task inventories . . ^ . • . 

^ . The Agricultural Education Department at The jDhio State • 

University has utilized an,d revised system foi^ obtaining and- 

^using occupational in:^ormation 'as ^an effective aid in ^plai^ning , 

improving, and updating occupational education curricula.- 

This' report .presents the results- 'of a task^ analysis survey- of the 

occupation,' feed salesman./. The information cantained herein may 

be used tjy curriculum development spfecialists , . teachers local 

arid stat.e\.timini strat'c5rs , and others, involved, in planning and 

conducting vocational .and technical programs • iJi agrxculture ' . 



Purpose and: Objectives 



. The major purpose of the 'occupational survey was to identify 
the ^skills which are-^erf ormed and e.ssenj;ial for success as a * . 
f eed . salesmanj^.^-^'The specific objectives of this survey were ' " 
£s f ollows-r"^'^ ' . ' ■* . • 

!• Develop and validate an initial"^ task inventory for 

the feed salesman . . ' ' - . . 

'.2. ■ Identify t"the speaific tasks_ performed by' the feed 

salesmanX ' • ' * * * 

■ '3. Determine the relative dj^portance of the specific 

ta^s to .successful employment as a feed salesman. • 

^ . . , .... ■ /, . ■ /■ 

^ Definition of the .Oa^upafional Area * . ' . • ' 

\ ' ' . r V" 

The feed salesman works in retail' feed mills or elevators 
which deal directly with tlie public. The specif ic ^duties per- 
formed by the fe^d .salesman will var^^^ with thfe size and type of- - 
_^business.' The feed salesman usually is involved with over-the- 
co,unter ^sales- "to customers and may make contact s wittj- 'farmers on 
their farms. In general, the feed . salesman assists in keeping 
feed sales records, interprets,, feeding , regulations for customers," 
sells .feed to customers, ass'ists ^ farmers with livesjtock health 
problems; and assists farmers 'in formulating, feeds / In some firms, 
the feed salesman may be called a f^ed sales counterman or feed 
mill manager. ' ' - » . * * ' 



' ^ ^ ' METHQ&Ot^GY' 

Objectives, were accomplished by constructing 'an initial task • 
inventory, validating the* ijiitial inventory, selecting^ a sample 
of workers , collect ing data', andi analyzing data.. • ■ 

' • . • . " *' . • ^ ' « • " 

Initial .Task^ Inventory * ■ ^ ' ■ ' 

Duty areas and task statemeri't s^' for the feed salesman were 
ij^entified by se'arching exist ing .task lists, job descriptions, 
curriculum guide's , 'and r'eference publications, Additiionally , 
contacts with several industry personnel aided in. . clarifying ■ 
the specific responsibilities of the f eed* salesman^ All the 
tasks that the proj.ect staff thought to be pez^ormed weVe- assembled 
into one, composite list- . '* • . 



The •ini rial ra?5ks 'were gr'Mjped into Afunctional 'arSas called 
-"Duties" ." V . ■ . ■ • ' ' • 

• . A5ter the task statements w'ere grouped under 'the proper 
duty areas, each task statement ^was reviewed for Iprevity, clarity, 
and consistency ; r In all, 93 task statements, wera included in« 
the . initial' task -inventory. , * . " ' ' -:\^ ' - 

• . ' • InitiaX Inventory Validation . ■ * 

After the initial- task^inventory was constructed, it was •• . 
'reviewed by . ten feed salesm'en. The feed . salesmen were* asked to 
respond to the initial task list inyent.ory by performing the 
following activities: > , ' " * . ' . . . 

1. Indicate whether any of the tasks listed were not 

appropriate. • , ' . • 

' * 

^2. Add any 'additional tasks they , be lie ved were per- 
formed by'the feed salesman. ' , 

3.' Make changes -in the wording of tasks to help add. 
. . * clarity '*f'o. the statements. _ " 

The . comment s from the. ten feed salesmen were pooled and 
revisions were made as needed,. -One duty area vyas added as a 
result of .the review process, . . 

^ • ' ' V 

As a reslilt.of the initial task inventory review process, 
103 tasks we*re identified. 



ot. ' . - Worker Sample Selection 



Since^ the specific duties and tasks performed by the feed 
sales-man are related to the size and type of business where 
employed, an attempt was rfiadfe to survey feed' salesmen employed ' 
in various sizes and types of -feed businesses. It was.n^t 
possible "t;o secure a list^ of the -specific names, and addresses 
, of all incumnent^ workers in the state. Therefore, a sample of 
■75' retail feed businesses was qbtained from the .1975 directory 
pf the Ohio Grain , ..Feed^ and Fertilizer Association, .Inc. using 
a stratified ^random sampling, approach. The strata 'used were 
t-ype of business and geographical location. * • . 
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. ' Data Collectj^on . • • • * 

• * ■•»»■ 

' * . - ' -.-^ ' ' • . 

■A packet o.f materials was sent to the ©wner or manager 

the randomly-selected, feed businesses. The packet .of'r .materials 



incluaed : 



1. A cover letter from the 'Ohio Feed, 'Grain , and 
'Fertilizer Association, Inc. ' ".\ 

2. ^. An eirrployer questionnaire printed on blue. 

3. /in Employee questionnaire printed on yellc^w. ^ 

**■ * /* ■*>** 

.4. A stamped* and' S'e]'f-addresseci. re t.urn envelope . 



•The manager or owner was instructed to. complete the em- \ 
ployer questionnaire and.^to have a responsible feed salesman- 
"complete the employee questionnaire. The mana'ger or owner was 
instructed t(§ ^collec^t the ^ employe^ questionnaire and retufrn both 
the employer a'nd emp'ioy^e que's t ionnaire . in the stamped, and self- 
addressed reVuT'n envelope;by the date specified'* in the cover letter 

... A follow-up 'of non-respoiidents consisted of , mailing a packet . 
of materials two weejcs after the initial mailing /• The follow-up 
consisted of a* paqket of materials identical to. the initial . packet 
except that a . cover letter on Ohio State University stationery. 
repj_^^d the coyer letter on the Ohio Feed, Grain, and Fertiliser . 
Association, Inc. stationery. 



* Data Analysi s . . ' .- 

The 45 quesfionnaires wh-ich were returned were checked for * 
completeness and' accuracy by the project staff. Information from 
the 30 usable responses was, coded on Fortran coding sheets for 
key ^punching . In addition to coding, appropriate, resppndent back- 
ground informatldrn, each ..specific task statement was coded as to , 
whether it /was performed (1 = Task per formed by respondent; blank = 
Task not performed by' respondent ) ."and the^ level of importance of 
the task^''<3 =• Essential; 2 f Useful; 1 = -Not Important). The 
information was^, keypunched 'on IBM cards and verified by personnel 
at the Instruction and Res'earch -'Computer Center \^t The Ohio State 
University . . ' ' 

■ . . ' 

The data\^.as analyzed using , the SOUPAC computer program 
and the facilorties of the Instruction and Research Computer Center. 
Consultant^ass istance for analyzing the data was provided by ' ^ 
persoj^nel^ at The 'Center f,pr'* Vocatibnal Education ! The SOUPAC 
computer analysis resulted 'in the compntation ' of relative fre- 
qtiencies, means, and rankings -for each task - statement . The results 
of the coiftputer analyses were printed in tabular form for ease 
of interpretation. * , ■ 



*. • FINDINGS ; ■ ^ .... 

Objectives "of^.Ahe ,stud^7 resulted 'in the'' compilation o'f basic 
sample background Inf brmat ion , the determiriatjLon of tasks per- 
forTped. by the feed" salesman and the. identification of tasks 
essential to successful performance as a feed salesman.' 



Description of the Sfemple • - ' 

/ . ' - ' ■ ~ ^ — — 

Information regarding the per f ormance of tasks and the im~. 
portance of the*^ tasks to-successful employment- as a fefed salesman o 
^ was obtained ^ from feed salesmen in various feed businesses ' across ♦ 
* Ohio. . ' ; ^ ^ ' 

Re-g^ponse t0 the .Survey . ' . ' ' ' , 

■» / A total of 75 questionnaires were mailed and 45 replies were 
received. This represented a 6 0%- rate of return. The response 
to the ' quest iohnaire is summarised in TABLE I. , 



. TA3LE I 

-EMPLOYEE. RESPONSE TO TifE QUESTIONNAIRE 



p . ■ ■ 


* • 


Percent' of 






Ail Employees 




' . ' N 


In Thfe Survey 



Employees in' Survey 
Total' Retiirns „ ' .^-^ 
Usable Returns . '""^t' 
° ■ Unusable Returns . 
Nonre spondent s , 



75 

30 
1'5 
30 



10 0 . 0' 
60.0 
40. 0 
20. 0 
40. 0 



Size of ^Bu:Si-ne ss *. ' - 

;Feed ^alesmen -from vario^us size, retail feed businesses were, 
included m, the study. ' The^ numbe-r of full-time equivalent (twoc 
one-half time feed , salesmen equal one full-time equivalent)- 
feed salesmen employed in the firm was. used as an index to assess , 
'the size of b^iness where the feed salesman, was employed. Of 
the 30 usarble -questionnaires received, 19 included information 
regarding, the. size, of; the busi^ness. TABLE II, summarizes the 
responses to the question, ^^Hbw many . full-time 'equivalent-.-^ed 
salesmen ar^ Wmplo^d in your business?r Eleven f eed^salesmen ■ 
X)r 57.9% wer'e employed in firms employing one full-tfime equivalent 



*6 



, f.e.e.d salesman. . Three- feed salesmen • or? 15 ,8g were employed" in-' • 
. firms -employing two full-time equivalent' feed salesmen Thus , 
• ;'8.4*-2% bf.' the. feed ■■ sa.le'smen- wer^ ^wo'rTcing: in businesses employing 
■ one to^ three full.rtime equivalent • feed salesmen.- The number'-of 
^ .full-time equivalent fee'd salesmen- .employed 'in the. businesses' ' 
ranged^ from .one. to six. The-, average number -o'? full-tim©'' equi- 
valent, feecl- salesmen" employ.ed in'- -the businesses 'wa;s 2 .0,, 

' - ■ " ' . ' '■•'.-■...TABLE 11^ •■ .V ■ ■ ■■ ' . ■ •.. • 

■ . . --.Kv, ; ■ ■ . . ■■■ ■ • ■ - ■.■ : ■ 

'.V ' • ••■ • . - '.SIZE .OF FEED BUSIN:^SS- ' ' ! ' ■ 



\ 



\ NGmJer-.'-of , Fe ed , ■Sal.esmen 
•,pmp;l o/y^e d-^- i n "B u s-i n e s s ^ • - , 

• i • .. ' ■••77. 

. . 5 . or mopfe ' ' " . • ': ' ' 



"iptal 



N 



0 



..1>1>- . 
3- ■ 

■■■'2 



19. 



Percent of'.v 
Respondents , 

: — ^ — S-tJ^t- ■— 

. IS. 8 ' ■ 
10.5" 

■ - ..5.3 ., . 
.: . ■ 10 .5.., ■. 



.10 0 . 0 '. 



VM-V'*; ■■• 



• X. number .of-^f e^ed -S'a^es^^^^ tWe '-hu§in'eB.^^ Q\ 



■..4 Tjepd- Sjales.men * w±i:h^ -Of? wbr}^ ''expe^bg^e*^^^^^ in the 

^•f ^ ed ; indu;^ try were*- inciaudei'lv-in^^ ••$AjB:ijE- . 1^.' i;^;^^^ ze's. 




■in the f eed^' industr^y* 



• v •; -** c ■' ' — -" t''- • - — , — * '** ■ • . ■ ^ . . , . •. , , 

. • .sa.l:^sme^-.' i'n tKe- S'H,rve,j^ .;?ia"^\:fepent amouats- of •tri^me *• 

, - in^-'irhp^ir pre&^ ■ TABLE ■ IV ' sununkrizes ' tV^^ the. • 

.../question^ •^;HQW.,m^^ job?*-' ■• 

•. ...l^'li^'' feed-'- "30%...had* 'wo^ke^ prr^lsent-i^^ from' ' • 

.:•■^oh.e^;to -tehr|^ .ye^rs -Eight ;oa-V2$^'B%^ at'vti^ei^ 'present' . 

': ' '/ j'0b;. fron?-3ey©oa. .to^^^t^n. year^.^.^f^^i^ \oi^-^2ti-i" ha^d- w 




0.0 



r 



at their present job .17 or more years. The years of workVat their 
present job 'ranged from 1-3.5 ye^rs. Feed salesmen, had been em-- , 
ployed at their -.present j ob-;arn average "of 10.4 y^ars . > 



.•TOTAL AMOUNT OF 'WORK EXPERIENCE IN TflE FEED.,.lNDUSTRY 



Years 



N 



Percent of. 
Rfesp'ondents 



1-5 
, 6-115 
11-15 
16-20 . 
21-30 

3-1 or more 

V 

Total 



9 
3 

0 

1. 

. 7 
6 
_4 

3-0 



.3 0 . 0 
10 .'O 

. 3'r3 

2 3.3 
20 . 0 
13.4 

100 . 0 



''X yearfe in the industry- = rl.6. 



' • TABLE IV • ■ . 

LENGTH JDF TIME- AT PRESENT JOB^ . 



Years 



N 



Percent of : 
Respondents 



1-3' . 

4 -6- ■ 
7-10 
11-16 

17 or more 



J . ..• Total 



.9 
4 

■ 8. 
^3' 

30 



■30 . 0 
13.4 / 
26.6 
10.0 ,' 
20.0 ' 



100 . 0 



\' . X years *at 'present jjofe r=?',\lQ 

^ \£ a ^ 



' Preparation - as a Feed ■SaXe-eTnan 

: : . - . ... ^ 7 — / ■-. : ^ ; . • • . . 

. • - -Feed, salesmen- obtain^ training for their job^ from various ^ 

■ , source 9.^. "TABLE V summa^zes . their resppnses to the question, ^ ^ 
"Where did jyou recdiv^/'yc^ur t2pg.ixLing as a feed salesman?" . 
■ Twenty-seven ^Bd_:s^fesmen or"" S';6.% 'indicated they received trailing 
. ^ on-th.e-job. Twerr^/ feed galesm;en or 6 6 . ?.% indicated\they attended- 
: " -a ^compa#y school or course "tpv receive training as a. fe.ed sales- . . 

feed salesm-eii' or 2''6 . 6% indicated tl^ey- had received ' 
trainihg^as a^f ee^ s alesmari by ■ ^attending' an adult education pro- ■ ' 
gram. Six- feed s/klesmen or^O%'h^d received training in. feed 
sales at a'^technical school ■ program . ' ' . " 



TABLE V- 



SQURCE OF TRAINING RECEIVED. AS a1_ FEED -SALESMAN 



Socirce •.. 



V On-'Sie-J.ob , . 

_ - . t-- - - . . . . ..... ^ 

' High- School ■ Program 
T-echijical School Program- 
Colleg'e /University Program 
Adult. Education Program' 
.Company School / Cours e 



27 
3 
6 
3' 
8 

20 



Percent of 
All Employees. 
In The Survey 



9Q.0 
10 .0 
.2 0..'0 
10,0 
26.6 
66 .'7 



» Duty Areas "of Work Performed by the' Feed Salesman 

' . ,- The 10 3 t^sks were ^grouped under eight dufy-^reas . Each 
respondent, indicated whether he performed . the ^specific task .in* ' 

•his current position as a feed 'salesman . - The percentages of *re- 
, spondents performing, each •task-w^re averaged for all 'tasks under 
each^duty area. The mean percentage pf incumbents 'who ^ performed 

. -specific tasks in spe'cif ied duty areas is presented in TABJ^E VI> 

. 'Duty areas of work in which' 50% or more of the incumbent- 
workers performed the tasks were: 

' ^ 1. Performing Gejrieral Office. Work * 

'2. 'Inventorying- Produpts ■ 

• ^ 3.. Following Legal Rules' and Regulations . 

4. Sellin'g, Feedq and Qther^ Merchandise 

5. , Formulating Feeds for Livestock- 



Duty' Area s\ of Work Essential-' for 
Successful:- Performance as a Feed Salesman 



\ 



.A level of importance r.ating was . obtained . for each task. 
The respondent <dould rate the task as essential', useful., .or not ' 
' impoj^tant ■'f or success.f ul performance aa a feed salesman- A rank- 
•ing of esse-ntiai was ^assigned a numerigal rating of ^^3", useful 
;^a numerical, rating- of "2^^', and' not, important a - numerical rating 
of '*'l". The level o^f importance ratingsi for 'each t-ask were averaged 
for all tasks -under each d^uty area.. The average level of" importance 
ra'tings for the" specif ic^ tasks in the specified' duty areas are 
pre.^ented^ In. TABLE. Vl . • ' • 

/Duty areas of work which received a 2 . 0. or higher level. of'^ 
importance rating by" incumbent ' workers were : J . ^- . . 



1. 
2 , 
3\ 

5 , 
6. 
.7 
8', 



Perfo;rming General Of f ice- Work' , . 
-Recording Information " ' 

Inventoi^'ying Products- 

Following Legal Rules and Regulat ions 
Selling Feeds and Other Merchandise 
Planning the Feeding Operation on. Farms 
Maintaining Herd^ Health 
Formulating Feeds -for LivestpckV ^ 



Percentage Performance , and .Level of 'Importance ' 
Raj^ingc; nf - ^pecif^ic Task^" ^ ■ ^ . 



The percentage performance by -incumberit workers and t^he. 
level of importance for each specif ic' task is also'' presented in 
TABLE 'VI : . ■ \ ^ 



i .It is recommended that -the results for each specific task X 
be examined by educa;tors and others who are developing 'education^., 
^pipograms to d'etermine curriculum cQntent for preparing, ^e.ed. 
salesmen. Speci fic tasks with a high level of per f ormance ■ and \ 
a'^.higlx level oT .importance rating should be given. more emphasis, in 
the educ'ational pro'gram than specific tas-ks ' with .*a. low level of 
performance ar)d a low level of importance rating.. / 



10' 



TABLE VI 



PERCENTAGE PERFORMAJvI-CE • AND AVERASE RATING OF IMPORTANCE** 
. . * ■ -OF •S.P:ECIFiC TAS^iCS 



TASK ' STATEMENTS 



•H 

Q) o • 
o ^ 



Perf orioing General Office Work • *. ^ ' • - 

File various "business forms and -records 
''Meet with people . . . - 

Schedule app'ointments*,' . - * \ - • • 

Use tel^ephone - - - - . - . ^. - t - - - ^ 
Write memos, notes, and letters . , - 
Arrarige meetings with farmers - - • - < 



Mean Rating*.; 



Recording- Info rmati9n 



Record information on contraptual . arrangements , - - * • 
R^cqfd mixing and ^grinding instruGt'ions information . - . 
•Assist farmers in impr^vin^ and/ developing record keeping 
systems . .... . . . - . ^ . ■ . - ^ - - - - - s . 

Prepare. analysis 'sheets -for farm^rs^ . - - . - / - - - . 



Mean Rating 



I^Lveatorying 'Products 



'Assist -in'taking'physical inventoiry: 
' Determine inventory on hand ' from yecords - - - - - 
Make recommendations -reabr'ding amount of products to 

. cayry on inventory 

Determine which prc3ducts to carry^ . - - - . 



Mean Rating 



•58 

6k 
kQ 
58 
58 
■5h 



35 
'6k 

32 
29 

ItO.O 



58 
kQ 

51 
.5it 

52.8 



Following vLegal Rules, and Regulations 

- - ' i . ' - • ■■ 
Interpret feed additive withdrawal laws aiid_,regulations 
Interpret feed additive mixing regulations . 



Mean. Rating 



lt8 
61, 

5 ^."5 



Average ratin'g of importance may rai^e from 1-3 with 3 "being the. 



highest 



TABLE VI (Cont.) 
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PERCENTAGE 'PERFORMAflCE AND" AVERAGE RATING OF* IMPORTANCE 

. OF 'SPECIFIC TASKS, ■ . ' - , 




Selling Feeds and Other Merchandise 

Complete 'a ^ales slip *. . .... .... • . . --^ • • ■ 

Describe products* to customers .j, ."^ ..... . . . 

Determine when merchandise is to delivered . • • - 
J^repare and.arrarige sales displays iii'-feed store area 
Greet customers . . . . • •-. • •» - • • • v 

Interpret^ customer's' descriptions into -manufacturer' s 

. proauct names . . ~ . . • • • . • • 

Make change ^ . .... . . .fr. * • • 

Price products for 'customers . . .. '. . • ^ • • • 

Take customer'^ order over phone . ' • . • • 

Stock shelves in feed store . . . ^ .. • r-^ - • ./ 
Interpret ' and use customer credit plans . . ; . 

Operate billing machine . . . ... ..... . • 

' Write ^verti sing .announcements . . . . - ... • • 

• Determine ff'produc.ts* requested are on hand . . .. 

: ' Handle Customer complaints,.,. . 

Operate cash register . . . , . ^. . .* - .* - ... . 

Sell substitute items . . . . . . . - - - v ■ - ' ^' 

Sell delated items . / . . • • .• »■ • • • .• ' • • ' ' \ 
Calculate cash and quantity discount's . . . . . . ^ 

*identifyc. seasonal itejns . • • • • • • " v • • • • 

Use sales catalogs .... - • • • • ■ ■ • • ■ • • 

Evaluate customed Aeeds^ . . , . . . .. - . • • • • • 

." Make in-|tore sales .contact . . . . . . . • • • • • • 

•'■Make out ^of- store sales contact . . • - • • *• • 
'^Participate in sales training s'ess^ions ... . . . . . . . 

F6llow-up -sales .' . . • • • ; • • 

. Close a- sale"'. 

Conduct sales presentation. . ^. . . . . - . . . • . • • * ' 

/ Explain contract^ial merchandising pattern to customers 
./• Plan daily sales contact schedule . . .* . . . . 

Estimate potential market for p^^p ducts . . . ./. ■ • 

.Summarize daily sales records . .;. . . . . . *. - .^ . 

Select apj)ropriate advertising media to use ..... 

Sell feed oy^r telephone ............. • • • 

? Determine^^ruckitig C9sts..- •* • .• • 

Interpret^ recommendations 'for customers^ , . .. . . . . . 



61 


•2:7 


67- 


2.9 


6k 


^.5 


■6i 


i2.k 


6U 


'2.7 


6k . 


.2.7, 




2.5 




2.8 . 


67 , 


2.6. 


5U 


^.U 


3k 


■2-. 5 


35 


.2.-1 


38 


2.1 


6k 


2.6 


70 


''2.7 ' 


3k ■ 


2.2 


58 


2.3 


58- . 


2.U' 


•5U 


■2.U 


5k 


. 2.5 


6l 


2.U 


,67 


2:7 


:6k 


2.7 


58 


2'. 5 ' 


.58 


■&.2 


'61 


2:6 


• 67 


2.8- 


51' "~ 


• 2.3 . 


5k 


2.3. 


35 


2.1 


k5 


2,2 


k5 


2.3 


kl 


2.0, 


5^ 


2.U 


5k 


2.3 


67 


'2.6., 



. . ' ' . ,; • TIABLE VI . (Cont.y 

PERCENTAGE PERFORMANCE- AND AVERAGE . RATING OF IMI^ORTANC'E . 

OF S/PECIFIC TASKS • 4 



. ^. M _ : . . 1 

• . - . • ,. • ...... 

* ' TASK STATEMENTS 


Percent 
Performing, 


Average Level 
- of Importance 


* . * ' ' . ^ * t 


6k 

57.1 


2.6^ 
2.5 


Planning the Feeding; Operation on J'arms ^ 
Assist In planning production goals ................ 

■ ■ '* - . V ■ ■/ . . • ■ , 


35 - 
38 
, li8 

1+Q . 3 


2.0, * 

2.1 

■2.3 

2.1 


Maintaining Herd Health • • * 

- ' ' : . ^ ' 

Identify symptoms of nutritional imbalance . • . . .v • : . « 
Recommend procedures for correcting sanitation problems , . 


h5 >. 
51' 
'51 . 
h5 ■ 
■ 51 
61 . 
38-. 

W8.9 


2.3 
2.2 
2.3 

■ 2.1 
2.I1' 

.2.h- 
2.1 

2.3" 


. ■ . ■ * . « ■ 
Formulating Feeds far Livestock 

•'' Classify animals'- acco'rding to t'ype of , digestive systems . . . 
Determine amo\mt of, feed additives to add to rations.. . . . 
.Determine appropriate form in which' feed should be fed 
Determine maximum amount - fee^s-fcufffe may be substituted' for 


67 

61 ■ 

.hi 

38 

38 

66 ■ 

66 

56 

50 
50 
63 

he 


2.8 • 
2.6 
2.h • 
2.2 ; 
2.0 ' 
2.8' 
2.8 . 

2.2" 

2.3 
2.3 
2.2 

2,2 



•". • . • ■ TABLE VI.(Cont.) • ' ' 

■ PERCENTAGE PEB-FORMANCE ANDv AVERAG^E RATING.. OF .IMPORTANCE 
t. .-V . . ' ■. OF' SPECIFIC TASKS 



13. 



TASK STATEMENTS 



•H 

<u o 


Average Le^^l 
of Importance 


k6 


2.2 


36 


.2.1 


39 


2.0 


53' " 


2.1 


59 ' 


2.U 


^53 


2-2 




2.7 


56 


2.6 


56 


2.T 




2.3 




2.1 




2.U 


50 


.. 2 ''3 


U6 


2^ 3- 


^6 


2.1 


53 


2.2 




2^.2 


53- 


2.U 


56 


■ 2.2 




2.5 


29 ■• 


1.6 


29 


2 .2 


50- 


2.3' 


63 


2.5 


59 


2.k 


50 


2.3 


k6 


'2.U 


29 


3<13 


50.7 


2.3 



re^'valu^ of feedstuffs 



Determine piir;^se of nutrients itx. rations 
Determine relative "^lutri: 

Determine storabi^ity"^ grains - and roughages 
•Determine test weight of grains. .. . . . . . • . . . . . . . ^. 

Determine total ^ount of feed needed . . . ...... . 

Determine water requirements for animals ......... 

Detji^rmine when additives should be withdrawn from / 

animals ^ • 

' Recommend when rations and mixtures should be changed . . 

Determine which additives may be fed animals . .* . . i- . . 

Determine wiieh feedstuff s. may be substituted in rations . 

Develop plans for usxhg damaged grain and forages . . • . 

Draw samples for feed analysis 

Evaluate influence feed quality has on consumption, 

efficiency,, and production . . .; . .. . ». . . . . - 

* EvalXiate influence; ration imbalance lias, on ^production and 

efficiency . . . . *' . . : . . . . ■ ■ ■• • • • . • - • • 
Evaluate influence residues in meat may haVe on > • 

marketing problems ...... . . . . . • ■ 

Identify factors that influence feed efficiency .. . . - .- • . 
Identify factors that influ'ence quality of graiifs and. • 

roughages. 

'Determine purpose of various additives in rations . . . . 

Identify -livestock problems due; to impropw feeding . . . 

Identify product and brand names . . . ... ' 

.Identify purposes ^'of pQ.rts in digestive system . . . . . 

Incorporate medications into feed mixtures according to 



veterinarian's recommendations 
Interpret feed analysi.^ reports ............... 

Interpret feed tags and labels .. . |. . . . y . . - . . . 

Interpret feeding charts and tables . . 

Recommend appropi'iate feeding methods . . . . . . . : 

Recommend ways to improve Teed palatability . . . . . 

Work with veterinarian in developing feeding- j)rogranis 



Mean Rating 



